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In March, 2007, the Seniors Real Estate Specialist® (SRES) designation officially joined the
National Association of REALTORS® family of designations. In recognition of this recent devel-
opment, and in acknowledgement of the growing needs and opportunities available through
assisting seniors in meeting their unique housing requirements, this issue of Today’s Buyer’s
Rep focuses on just a few of the many topics and issues that are fully addressed in the SRES®

educational coursework. 

Successful buyer representatives keenly understand that a core element of serving their clients
and customers hinges on anticipating and meeting a wide variety of needs. For example, most
agents readily recognize that first-time homebuyers require considerable help coming up the
learning curve on countless decisions regarding what, where, and how they will make their
first home purchase. 

The 50-and-older crowd, on the other hand, have very likely purchased (and sold) any num-
ber of homes. It would be unwise, however, to automatically assume that these older buyers
require a lower level of service just because they’re more experienced. In fact, just the oppo-
site may be true. Later-in-life housing choices are often intimately linked with other
significant life decisions. Those buyer’s reps who take the time to truly understand and cater
to the needs of older homebuyers definitely stand a much better chance of earning their trust
and, ultimately, their business. 

(Continued on page 3.)

Serving Older Clients
By Julie Collins, Editor, Today’s Buyer’s Rep



“Maybe it's true that life begins at 50...but everything
else starts to wear out, fall out, or spread out.” 

- Phyllis Diller 

WWoorrtthh QQuuoottiinngg......
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Viva Las Vegas!
If you’re making plans to attend the REALTORS® 2007 Annual Conference & Expo, November 13–16, in Las
Vegas, be sure to select ABR/REBAC as your Primary Affiliation on your NAR Registration & Hotel Request Form
so you’ll automatically be entered in REBAC’s Viva Las Vegas Drawing. Prizes are:

ROYAL FLUSH
Roundtrip airfare to Las Vegas 
4 VIP tickets to the REBAC-sponsored General Session
Full Early Bird REALTORS® Conference & Expo registration

FOUR OF A KIND
One night’s stay at the Venetian Resort Hotel Casino, REBAC Conference 2006 Headquarters
2 VIP tickets to the REBAC-sponsored General Session
Full Early Bird REALTORS® Conference & Expo registration

FULL HOUSE
2 VIP tickets to the REBAC-sponsored General Session
Full Early Bird REALTORS® Conference & Expo registration

Winning entries will be drawn after the REBAC
Conference 2007 registration deadline of October 15,
2007. Please note that REBAC reserves the right to sub-
stitute alternate prizes of equal value. Complete
drawing rules available upon request to REBAC.

Selecting ABR/REBAC as your primary affiliation helps REBAC provide you top-quality REBAC Day programming
and other events—and ensures your entry in the prize drawing. For more information and updates, and to 
register online, visit  www.rebac.net/whatsnew/MeetingInformation.htm or call 800-648-6224. 

Don’t Forget Past Issues of TBR 
If you’re looking for more information on serving over-50 buyer-clients, don’t forget
to consult past issues of Today’s Buyer’s Rep which focused on the baby boom 
generation (January 2006) and universal design (July 2006)—two topics filled with
related insights and resources for buyer’s reps. To track down copies, simply go to
www.rebac.net and log into the Member’s Access section, where you’ll find a 
complete archives of prior issues of TBR. 

Interested in the Latest from RLI?
Want to hear what’s new at the REALTORS® Land Institute? Then listen to a recent podcast from President John
McAllister, ALC (SC), who shares the mission, vision and values for RLI and updates members on current projects
and initiatives. Also available: a discussion with Russell Riggs, RLI Legislative Staff Liaison, on reforms to the
USDA Farm Bill and 1031 Exchanges, and new Endangered Species Act Legislation, including implications to
land use professionals. To listen to either podcast, go to http://www.rliland.com/whatsnew/whatsnew.htm.  
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Understanding and Successfully Meeting

their Housing Demands

In 2004, the last of the baby boomers turned 40. Now, with the start of 2006, the first baby boomers are

turning 60. Throughout these last two years, there has been a steady stream of feature stories on baby

boomers, once again turning the spotlight on this groundbreaking generation.

Of course, if you watch commercial television, you might be tempted to believe that baby boomers are still

hopping out of minivans, only they’re slightly older and imbued with the power of wealth rather than

“flower power.” Given their sheer numbers (currently over 75 million, or 25 percent of the U.S. popula-

tion), it’s no wonder that boomers have dominated many aspects of culture and society for a number 

of years.   

One Size Does NOT Fit All
While boomers may represent a large segment of the U.S. population, they are far from a single, 

monolithic bloc that can be lumped into one category. A closer examination along any number of dimen-

sions, including economic, education, ethnic—and even age—reveals a complex picture, with numerous

implications for society at large and housing demands in particular.

For example, a December 2004 study by two Duke University sociologists notes that the media often lump

boomers into one large group, inferring that they were raised similarly, that they are well-educated and

affluent, and that they are married with children. “We all fall into talking about the baby boom as if it

were a homogeneous group, but it’s a very heterogeneous group,” says Mary Elizabeth Hughes, one of

the study’s co-authors. “And it’s not just a semantic issue. If we are worried about the future as the

boomers age, we need to be prepared for a very, very heterogeneous group of people.”

By Julie Collins, Editor,

Today’s Buyer’s Rep
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Reputation reflects upon an agent’s ability—the knowledge and skills that deliver superior 

results to clients. But reputation is also closely linked to ethics, including the standards of behavior 

expected in dealings with clients, customers, other agents and any number of other related 

industry professionals. In fact, the National Association of REALTORS® Code of Ethics is so central to

our business that it is the original cornerstone and raison d’être of the NAR.

The bottom line, for any agent, is that reputation ultimately does affect the bottom line. It’s 

hard to imagine any one factor that has a greater impact on your success than your reputation. As

a result, this issue of Today’s Buyer’s Rep is dedicated to offering important related perspectives

from the REALTOR® organization and sharing your feedback.

A Publication of the Real Estate BUYER’S AGENT Council, Inc. 
A wholly-owned subsidiary of the National Association of REALTORS®



Understanding Buyers in their 50s, 60s, 70s, and Beyond
The Seniors Real Estate Specialist® (SRES) training can be invaluable in
meeting older clients’ housing needs. It opens up new information and
awareness on a whole host of issues of importance to older homebuyers.
And while gaining this information may also lead to business-building
opportunities, SRES® designees are quick to point out that their interest in
working with seniors stems as much as anything from a deep sense of com-
munity service. 

“It’s needed. And it’s the right thing to do,” says Dr. Nathan Booth, CIPS,
and an international business consultant who has served as a senior advi-
sor to the council that previously awarded the SRES® designation. For the
past five years he’s been involved in training programs for SRES® educators
and, most recently, has acted as their national spokesman. 

According to Booth, there are tremendous unmet needs for housing-relat-
ed and other services among this segment of the population—a need that
will grow dramatically over the next two decades. Baby boomers alone,
now pushing through the 60-year-old mark, include roughly 80 million
people. And as they enter their retirement years, their needs will very like-
ly be distinctly different from the generation before them. 

“Among boomers, you see unprecedented affluence and distinctly differ-
ent attitudes,” says Booth. “Boomers have pretty much written their own
tickets regarding how they want to do things. Not surprisingly, they’re
looking at aging issues totally differently.” Many plan to extend their
working years or cycle between periods of work and leisure. Some will
launch entirely new careers or direct their time towards community
involvement or other avenues for personal growth. 

As boomers redefine many aspects of their last years, including where and
how they choose to live, buyer’s reps will need to understand these evolv-
ing needs and present viable solutions to them. Doing so will put you in a
much better position to work successfully with these clients—a generation
frequently owning second, or even third, homes.    

The Retirement of Their Dreams?
Nathan Booth points out that many older homeowners are house rich and
quality-of-life poor. “They’re asking themselves if the retirement they’re
experiencing is what they really wanted. Very often, the answer is ‘no,’”
says Booth. SRES® training can give buyer’s reps the tools needed to provide
effective counseling on other options that will help them achieve a better
quality of life.

“Seniors really need to ask themselves what they want their legacy to be,”
explains Booth. “Do they want to collect and preserve assets as much as
possible, then pass along a big inheritance to their heirs or to a charitable
cause? Or, do they prefer to maximize the cash flow of what they’ve
earned throughout their lives and focus on enjoying their golden years to
the greatest extent possible?” Booth says that either approach is valid, but
regardless, a real estate professional who has earned the SRES® designation
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Age-Based
Milestones
Older homebuyers have needs that are
unique from other buyers—and are
frequently unique from one senior
homebuyer to the next. But they all share
certain major age-based milestones. Key
trigger points include:

50 Considered by AARP to be a

“qualified senior.” Members can tap

into significant discounts on travel,

entertainment, insurance, and

countless other products and

services.

55 Eligible to occupy an “adults only”
housing facility.

62 Qualify for early retirement—can
also apply for a reverse mortgage.

65 Eligible for full retirement (although

the government is slowly shifting

qualifying retirement dates upward

for anyone born after 1937).

Making the Case for
Serving Older Clients



will focus on counseling people on all their available options.
First, however, the focus must be on earning their trust—
which means that in taking time to qualify the candidate,
you must remain objective to what’s in their best interest and
understand that, at least in the short run, their best choice
may not involve a housing transaction.

For example, the homeowner may determine that they pre-
fer to age in place. In this case, the best option may involve
freeing up equity in their home through a reverse mortgage.
Even though this homeowner won’t be needing your help in
finding a new home, you’ve still earned powerful trust and
credibility with them and their family—credibility that could
turn into new business down the road. 

In contrast, another client may decide to sell their current
home and downsize, in which case they may need your help
finding a new home, possibly in a community specially-
designed for older occupants. Or they may decide to buy in
another area of the country. In fact, many seniors, after ini-
tially retiring into warmer-weather states, are now migrating
north again to reconnect and be closer to relatives. In these
and other relocation cases, the SRES® referral network plays
a valuable role in helping agents find comparatively-trained
professionals to assist in a new housing search. 

The Team Approach
The SRES® program emphasizes the importance of building a
team of elder-focused professionals to fully service these
consumers. Key players in the team include elder-care attor-
neys, financial advisors, insurance professionals (addressing
life, disability, health, and long-term medical care needs),
and possibly business/occupational counselors. In each of
these areas, older Americans face distinctly different con-
cerns and circumstances than their younger counterparts.
The key is being able to draw on a team of experts, rather
than trying to serve as an expert on non-real estate issues.

For example, an elder-care attorney should be thoroughly
conversant in all details related to estate planning, preserva-
tion of assets, administration and management of trusts and
estates, living wills, Medicaid claims and appeals, disability
planning, including the use of durable powers of attorney,
and countless other related issues. Likewise, insurance pro-
fessionals specializing in seniors’ issues should be able to
provide counseling on how to plan for the possible need for
long-term medical care, particularly before age 65, when
they face the Medicare “gap” and are especially vulnerable
to uncovered medical expenses.

In all these related fields—legal, tax, financial planning, and
medical coverage—there are specialized professionals
trained in nuances that apply to seniors’ concerns. Mary Lou
Bigelow, ABR®, SRES®, with Bowes GMAC Real Estate in
Arlington, Massachusetts, is the 2006 Distinguished SRES®

Award recipient. She is well-versed in building teams to assist
seniors and says that the best way to start is by contacting
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Eldercare
Locator
The Eldercare Locator, a public

service of the U.S.

Administration on Aging, U.S.

Department of Health and

Human Services, is a nationwide service that

connects older Americans and their caregivers

with information on senior services that will

help older persons live independently and

safely in their homes and communities for as

long as possible.Those who need assistance

will find help in navigating through the maze of

providers and programs by identifying

trustworthy local support resources.

By starting with the Eldercare Locator, you can

drill down into various state and local web

sites, identifying additional directories and

referral resources. Older persons can identify

sources for help with meals, home care,

transportation, counseling, healthcare insurance

and legal assistance. Caregivers will also find

various resources, including training and

education, and assistance in managing their

caregiving responsibilities.

To access the Eldercare Locator online, go to

www.eldercare.gov/Eldercare/Public/Home.asp.

Alternately, you can speak to an Eldercare

Locator information specialist by calling 800-

677-1116. Spanish-speaking information

specialists are also on duty.



April 2007 • Today’s Buyer’s Rep • 5

the Council on Aging. “They can refer you to any number of
professionals with different skills and specializations, but
with an understanding of the special needs of older
Americans,” says Bigelow. 

To find local resources, you can search the Council on Aging’s
Eldercare Locator online, or speak to a representative over
the phone. (See sidebar on page 4 for additional details.)
Further, your local public library may have additional
resources for elderly residents living in your community.

To emphasize their efforts on building elder-focused teams,
SRES® designees often devote a section of their Web site to
discussing how they serve as a clearing house to improve the
quality of life for senior citizens by working in close cooper-
ation with other team members. Just be sure to remember to
offer the names of several senior experts for each specific
field, rather than just one, and don’t make any specific rep-
resentations or guarantees regarding their level of expertise
or performance.

Sometimes older homeowners already have certain members
of their team in place. Often, however, they’re starting from
scratch and need help locating resources. “Whether I’m coor-
dinating efforts with people my clients already know and
trust, or I’m introducing them to other professionals who can
assist them, I have the satisfaction of knowing that I’ve
helped improve some aspect of their lives in a meaningful
way,” says Mary Lou Bigelow. “Even if they don’t buy anoth-
er home through me, I’ve gained powerful credibility with
them, their family members, and their friends. In the end, it
all works out. I feel deep personal satisfaction and, over time,
the business eventually comes my way.” 

Professional AND Personal Benefits
Many real estate professionals who undergo the SRES® train-
ing find that what they’ve learned benefits them personally
as much as professionally. Often preoccupied by their daily
work obligations, and typically lacking employer-sponsored
retirement benefits and savings programs, buyer’s reps fre-
quently overlook their own retirement planning. Some have
wisely made investments in real estate. And those operating
their own business may have developed succession plans,
slowly scaling back on their working hours and setting up the
opportunity to sell their business down the road. These are
the very sorts of issues addressed in the SRES® course. And
ABR®-candidates will be pleased to learn that the SRES®

course now qualifies to fulfill the elective credit requirement
for completing the ABR® designation. 

In the end, working with over-50 buyers is all about “getting
it right”—working with the right people and finding the
right housing solutions that meet homebuyers’ goals in the
last quarter of their lives. After all, these buyers often don’t
have many opportunities to correct bad decisions. And
buyer’s reps who are trained in understanding how to get it
right are uniquely positioned to make a positive and measur-
able impact in their lives.

Vial of Life
Project
If you’re working with

older clients and customers,

or are simply interested in the

health and welfare of an elderly relative

or friend, one program worth knowing

about is the Vial of Life Project.

Emergency medical technicians

throughout the U.S. are trained to look

for the vial in a patient’s refrigerator—the

contents include details on prescription

medications taken and other vital

documents, such as living wills and do-

not-resuscitate orders.

Creating a Vial of Life can be as simple as

labeling an old prescription bottle with

large red lettering, inserting the vital

information, and placing it in the

refrigerator. It is also helpful if a magnet is

placed on the refrigerator door, indicating

the presence of a Vial of Life.Alternately,

you can go to www.vialoflife.com and

register to receive a complete

information kit at no charge.



6 • Today’s Buyer’s Rep • April 2007

Editor’s note: April is Fair Housing Month, an appropriate
time to acknowledge and reflect upon the progress that
has been made in helping all Americans achieve the dream
of homeownership. The enactment of the Fair Housing Act
made it unlawful to discriminate in housing based on race,
color, national origin, religion, sex, disability or family sta-
tus. But these protections have only been in place less than
40 years. To commemorate Fair Housing Month, the fol-
lowing information, provided by HUD, reflects upon on
how Fair Housing finally became a reality.

The enactment of the Federal Fair Housing Act on April 11,
1968 came only after a long and difficult journey. From 1966-
1967, Congress regularly considered the fair housing bill, but
failed to garner a strong enough majority for its passage.
However, when the Rev. Dr. Martin Luther King, Jr. was assassi-
nated on April 4, 1968, President Lyndon Johnson utilized this
national tragedy to urge for the bill's speedy Congressional
approval. Since the 1966 open housing marches in Chicago, Dr.
King's name had been closely associated with the fair housing
legislation. President Johnson viewed the Act as a fitting
memorial to the man's life work, and wished to have the Act
passed prior to Dr. King's funeral in Atlanta. 

Another significant issue during this time period was the grow-
ing casualty list from Vietnam. The deaths in Vietnam fell
heaviest upon young, poor African-American and Hispanic
infantrymen. However, on the home front, these men's fami-
lies could not purchase or rent homes in certain residential
developments on account of their race or national origin.
Specialized organizations like the NAACP, the GI Forum and
the National Committee Against Discrimination In Housing lob-
bied hard for the Senate to pass the Fair Housing Act and
remedy this inequity. Senators Edward Brooke and Edward
Kennedy of Massachusetts argued deeply for the passage of
this legislation. In particular, Senator Brooke, the first African-
American ever to be elected to the Senate by popular vote,
spoke personally of his return from World War II and inability
to provide a home of his choice for his new family because of
his race. 

With the cities rioting after Dr. King's assassination, and
destruction mounting in every part of the United States, the
words of President Johnson and Congressional leaders rang the
Bell of Reason for the House of Representatives, who subse-
quently passed the Fair Housing Act. Without debate, the
Senate followed the House in its passage of the Act, which
President Johnson then signed into law. 

The power to appoint the
first officials administering
the Act fell upon President
Johnson's successor,
Richard Nixon. President
Nixon tapped then
Governor of Michigan,
George Romney, for the
post of Secretary of Housing and Urban Development. While
serving as Governor, Secretary Romney had successfully cam-
paigned for ratification of a state constitutional provision that
prohibited discrimination in housing. President Nixon also
appointed Samuel Simmons as the first Assistant Secretary for
Equal Housing Opportunity. 

When April 1969 arrived, HUD could not wait to celebrate the
Act's 1st Anniversary. Within that inaugural year, HUD com-
pleted the Title VIII Field Operations Handbook, and instituted
a formalized complaint process. In truly festive fashion, HUD
hosted a gala event in the Grand Ballroom of New York's Plaza
Hotel. From across the nation, advocates and politicians shared
in this marvelous evening, including one of the organizations
that started it all—the National Committee Against
Discrimination In Housing. 

In subsequent years, the tradition of celebrating Fair Housing
Month grew larger and larger. Governors began to issue
proclamations that designated April as ”Fair Housing Month,“
and schools across the country sponsored poster and essay con-
tests that focused upon fair housing issues. Regional winners
from these contests often enjoyed trips to Washington, DC for
events with HUD and their Congressional representatives.

Under former Secretaries James T. Lynn and Carla Hills, with
the cooperation of the National Association of Homebuilders,
National Association of REALTORS®, and the American
Advertising Council these groups adopted fair housing as their
theme and provided "free" billboard space throughout the
nation. These large 20-foot by 14-foot billboards placed the
fair housing message in neighborhoods, industrial centers,
agrarian regions and urban cores. Every region also had its
own celebrations, meetings, dinners, contests and radio-televi-
sion shows that featured HUD, state and private fair housing
experts and officials. These celebrations continue the spirit
behind the original passage of the Act, and are remembered
fondly by those who were there from the beginning.

Reprinted with permission of HUD, 2006©

Celebrating
Fair Housing



An Arizona appellate court has considered an
owner’s challenge to a homeowner’s association
attempt to change the subdivision’s bylaws in
order to make it a community of residents who
are 55 or older.

In 1993, William Wilson (“Owner”) and his
mother purchased a townhouse in the Playa de
Serrano residential community (“Subdivision”).
When the Subdivision was created in 1969, the
declaration of covenants, conditions, and restric-
tions stated that the community would be
known as “Playa de Serrano, an adult town-
house community.” 

In 1995, Congress amended the Federal Fair
Housing Amendments Act of 1988 (“Act”)
through the Housing for Older Persons Act
(“HOPA”). The Act prohibits familial discrimina-
tion, but did allow for the creation of
communities for “older persons” so long as cer-
tain requirements were met. HOPA relaxed the
Act’s requirements for creating a community for
older persons by allowing the creation of such a
community if at least eighty percent of the
homes contained at least one person over the
age of 55 and the community publishes policies
and procedures about its intent to be an over 55
community.

In 2002, the Subdivision sought to comply with
HOPA and create a community of 55 and older
residents. Therefore, the Subdivision’s owners
voted to amend the bylaws and to declare that
the Subdivision was an age-restricted communi-
ty. They placed this restriction in the
Subdivision’s bylaws, and created enforcement
procedures to allow the Subdivision’s board of
directors to ensure that the goal of an age-
restricted community was being met. The
Subdivision also circulated information to real
estate professionals about the new age-restric-
tions, and began interviewing potential

purchasers of residences in the Subdivision to
ensure they met the requirements. 

The Owner filed a lawsuit seeking a judicial dec-
laration that the bylaw change was void and
sought injunctive relief to bar the Subdivision
from enforcing the age restriction. The trial
court ruled that the age restriction was valid,
and the Owner appealed.

The Court of Appeals of Arizona reversed the
trial court and declared the age restriction
invalid. A deed restriction is a contract between
the owners collectively and each owner individ-
ually. In order to create a deed restriction, the
restriction must either appear in the communi-
ty’s recorded declarations or the recorded
declarations must provide for the later adoption
of such a restriction. Failure to meet these
requirements will cause any later restrictions to
be invalid.

The Subdivision argued that the recorded decla-
rations gave it the authority to create an
age-restricted community of over 55 because the
declarations stated that the Subdivision was an
“adult townhouse community.” The court reject-
ed the Subdivision’s argument, as use of the word
“adult” did not give the Subdivision the authori-
ty to create a 55 and older community. While the
inclusion of “adult” in the declarations may have
given the Subdivision the authority to create a 21
or over community, it did not give the Subdivision
the authority create a 55 and over community.
Therefore, the court declared that the amend-
ment to the bylaws creating a 55 and over
community was void and reversed the trial court’s
judgment. The case was sent back to the trial
court for consideration of whether to award the
Owner his attorney’s fees.

Homeowner’s Association
Bylaw Change Unenforceable
Reprinted with permission from The Letter of the Law, 2005 
© NATIONAL ASSOCIATION OF REALTORS®
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Wilson v. Playa de

Serrano, 123 P.3d

1148 (Ariz. Ct. App.

2005).
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Although 2007 REBAC Hall of Fame inductions won’t be made until

November, during the Networking and Awards Reception held at the

REALTORS® Conference & Expo in Las Vegas, it’s not too early to begin

considering nominees for this prestigious award. You can nominate any

active member, including yourself, who holds either the ABR® or ABRMSM

designation, and who meets all other related criteria. Deadline for

nominations is June 15.

Visit www.rebac.net and click “REBAC Hall of Fame” to download a

nomination form. Inductees receive extensive press coverage, including

feature treatment in The Real Estate Professional magazine. 

Please call 800-648-6224 with any questions.

Calling All 2007

Hall of Fame
Nominees!


